
 

 

 

Sunday in Cape Town…warm Summer breeze 

Business rolls along…there are 2 new people in the SDI network…and a new foothold in Jo’burg. 

I’m now in my new office…or more to the point my wife’s new office and the guys who did the work were fine 
and may well get a chance to quote for some kitchen work.  If only the people who built this house had 
understood quality we’d not need to do all this work.  It’s the perfect example of building down to a budget 
rather than up to a standard. 

Cricket and Rugby coexist well in South Africa.  At the same time as the Proteas are playing at Newlands the 
Super 15 is underway.  In England the seasons are so extreme that this would be impossible.  It may well be 
that I should start saving up because Millwall are now in the last 8 of the cup and I might be off to Wembley 
again.  I was at Cardiff in 2004…could this be a return trip. 

I’ve had two examples this week of trying to get something down online but not succeeding.  It often seems 
easier than it is.  We’ll get Jabber to work if it kills us…but I’m somehow fearful that it might. 

I’ve been poked and prodded this week and start a fitness class on Monday.  The  first 5 kilos has already 
come off and very soon I should be a pale figure of my previous self…at least that’s the plan. 

 

Remember:  @tom_beasor for daily neg tweets and @sdisouthafrica for daily SDI tweets.  The daily 
negotiation message is also posted on LinkedIn.   Feel free to connect and re-tweet. 
 
Have a good one  
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17th February 2013 

I’ve started moving some of my books on to my S3 phone.  The Kindle app is excellent for reading…better than the 

Kindle itself…and there’s plenty of space for vids as well. 

 

  

LITTLE ROCK, Ark. (AP) — Arkansas legislative leaders say they're not sure why a lawmaker gave an incoherent 

speech on the House floor and had to be escorted from the chamber. 

 

Democratic Rep. Mark McElroy of Tillar went to the House podium early in Friday's session and delivered a 

rambling, incoherent speech that referenced the morning prayer and awkwardly praised the governor and 

other lawmakers. 

 

Several minutes later, amid a debate on a guns-on-campus bill, McElroy interrupted a speaker by standing up and 

applauding. McElroy was then assisted as he left the chamber. 

 

House Minority Leader Greg Leding said he believed McElroy suffered some sort of medical episode and was seen 

by a doctor at the Capitol before leaving the building on his own. 

 

McElroy didn't respond to calls or an email Friday. 
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Doors 

 
I’m buying 3 doors from a company in Cape Town and the “seller” is called David, 
 
I’m not sure we can glorify him with the description “salesman” because, quite frankly, he’s an 
order taker not a true seller. 
 
He has no authority, no skill and little product knowledge but he is good at producing quotes and 
calling back to chase. 
 
If you run a sales force ensure that nobody could ever accuse them of merely being order takers 
and quote givers.  That’s a low level job and has little to do with the selling 
process…understanding client needs, adding value to their business etc. etc. 
 
If you’re still undecided about the difference scroll down to the negotiation tip and see what David 
wrote me.  It’s a straight cut and paste and only the names have been changed to protect the 
guilty! 
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It’s those doors again! 

The door saga continues.  Here’s the email I got from the rep: 
 
Good morning 
 
I had a chat with my boss yesterday morning about the handle and the price 
as promised, 
 
With regards to the price....I had no luck with him offering any further discount.  
He said 10% is the best discount we offer. You are more than welcome to try your 
luck with Stephen (jnr) on 021 xxx xxx 
 
We can definitely change the gold handles to silver for you once the silver handles arrive. 
My boss told me it could take up to six months. Changing of the handles will only be carried  
out if the gold handles are still looking new and scratch free. 
 
Please feel free to contact me should you have any other questions. 
 
 
Now…ask yourself whether I’ll be paying much attention to this rep any more.  I’ll be straight on to 
his boss who looks like he’s the decision maker.  No point in negotiating with the oily rag when 
the engineer is back at the office. 
 
This a clear use of the Third Party Authority tactic.  “Don’t blame me…it’s my boss who made the 
decision….etc.” 
 
I reckon I should trade off the cost of these doors for some consultancy on how to sell and 
negotiate…’cos these guys are doing neither very well. 
 
Ironically they are lovely doors and I’ll be buying them! 
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